
                                                      
 

 
Strategic Management 

 

Strategic management (203) is the last course in module M2 and is concerned with actions that 
organisations take to deal with changes, opportunities, threats, challenges and surprises in their 
external and internal environment. How, then, do organisations 

• Determine desired outcomes? 

• Understand the circumstances and events affecting these outcomes and the means of 
attaining them? 

• Decide upon actions that they intend to take? 

• Implement these desired strategies through a series of tactical moves and changes? 

• Evaluate progress and relative success? 

These are the broad themes that are addressed in this course. As a textbook we use the fifth 
edition (2013) of “Essentials of Strategic Management” by J. David Hunger and Thomas L. Wheelen. 
It provides you with a short, concise explanation of the most important concepts and techniques in 
strategic management that are commonly promoted by readings on strategic management. We 
consider the reading to be a management toolbox whereby we acquaint you with management 
tools that you may use to fix management problems. You will have to read chapters 1, 3 to 8 and 
10.   
 

Note:  the input of the residential period strategic management 202 is of utmost 
importance to succeed in this course. This note refers to the definitions of 
business purpose, business mission, and the corporate navigation system. 
Furthermore, we also questioned some of the key concepts (i.e. value chain, 
Porter’s 5 forces and input selection for SWOT, IFAS, EFAS) that Wheelen 
introduces to you in the readings for this course. Hence, be critical and don’t 
accept the course materials to be free of errors.  

 

How to study the course: 

At the end of studying this course you should be able to: 

• Discuss the strategic decision making process 

• Explain the essentials of environmental scanning 

• Apply Porter’s approach to industry analysis in a practical setting 

• Discuss what determines the sustainability of a competitive advantage 

• Identify typical organisational structures 

• Apply where applicable IFAS, EFAS, SFAS, SWOT and TOWS 

• Explain the use of the Industry Matrix 



                                                      
 
• Discuss the concept of generic competitive strategies of Michael Porter 

• Discuss the advantages and limitations of portfolio analysis 

• Discuss the process of evaluation and control in strategic management 

• Identify and explain important bases of competitive advantage 

 

Integrated Module Examination 

In this course you will have the opportunity to further develop a strategic direction for the company 
or business unit that you selected as case during the residential period 202 (Strategic 
Management). In the instance you would rather like to opt for a different company, please contact 
the professor that conducted the residential period for assistance. More specifically: 

Analyse its current and future profit potential by using instruments that have been introduced to 
you in course 100, the residential period 202 and this course 203. Following your analysis you will 
have to develop strategies that would allow you to exploit successfully your anticipated future 
profit potential. Some suggestions as to how to present your paper: 

 

1 INTRODUCTION AND MOTIVATION 

Under this heading you should BRIEFLY provide the reader with some background related to the 
importance of having a strategic framework at hand that would offer you assistance in making 
strategic decisions at work. At most, two or three paragraphs will be sufficient to explain this to the 
reader (your motivation!). 

 
1.1  The research problem 

The problem statement for this assignment could read as follows: “Understanding the future profit 
potential allows us to develop meaningful strategies to remain relevant in the market place”. 

 
1.2. Research objectives 

The research objectives for this assignment could read as follows: 

• to describe/develop a business mission as of today that would highlight today’s customer 
need, own strengths and the belief system  

• to analyse the current profit potential 
• to analyse the future profit  potential 
• to develop a business mission based on the future profit potential 
• to develop and justify strategy options to exploit a future profit potential successfully 
• to comment on potential management related implementation issues  

 
1.3 Data collection design 



                                                      
 
See input for this section in courses of M1.  
 
2 CASE STUDY  

 
Note: In line with the objectives, which are listed above, each heading 
(listed below) should now be expanded upon by you comprehensively 
and in detail to demonstrate to the examiner that you understand the 
subject “strategic management”.   
 

2.1 Description 
Introduction to your organisation (Typically, one would describe the business mission of the 
organisation that you selected. Note that the definition should focus on three elements: 
customer need, own strengths and belief. In the instance a proper business mission doesn’t 
exist, you have to develop on at this place. It shall reflect the status quo of the company you 
selected. We are aware of the fact that the business mission you develop may differ 
fundamentally from the existing one. We are also aware of the fact that the business mission 
you developed may highlight critical shortcomings of your business (i.e. you cannot cannot 
identify unique strengths, or the customer need is not sufficient in order to build business 
around).  

 

2.2 Analysis 
Assessment of the current profit potential1 (Typically, one would focus on assessing the 
market position. Determine criteria that best describe your market position and present 
evidence whether the market position has been improving, deteriorating or remained 
unchanged. The assessment would include a critical appraisal of own strengths and 
weaknesses and opportunities and threats. The landmarks experience curve and the 
dynamics of substitution shall only become part of the assessment in the instance they 
change or question the findings pertaining to the market position.  
 
Assessment of the future profit potential2 (Typically, one would assess the customer need 
(pain points, why will the need exist? Why will have no one have solved it till then? Which 
barriers will exist?) and how technology and technological developments may allow you to 
address this particular need. An assessment would focus on expected opportunities and 
threats and on required strengths in order to address the particular need.)  
 

2.3 Recommendations 
Developing a recommendation (Typically, one would revisit today’s business mission and 
reword it in the light of the findings of the analysis section, particularly the assessment 

                                                        
1 Landmarks to assess the current potential of profitability: Market position, experience curve, dynamics of 
substitution 
2 Landmarks to assess the future potential of profitability: Customer problem, new technical solutions, 
dynamics of substitution 



                                                      
 

results of the future profit potential.  As before, we would expect you also to explain the 
mission. Don’t write more than 2 pages for this part.  
 
Since exploiting the future profit potential will require actions of the company we request 
you to develop strategies. Remember: your current strengths might not be the strengths that 
one would need in order to exploit the future profit potential. You may also realise that the 
future profit potential envisions a different external environment over what you see today. 
Hence, based on the status quo you need to develop realistic strategies that would allow 
your company to move from where it is today.  
 
Note that your strategies will need to focus on adapting/changing current SW in order to stay 
relevant as a company pertaining to changing customer needs and addressing these 
customer needs as documented in your updated business mission. 
 

2.4 Implementation 
Comments on implementation related management issues (Typically here you would offer 
insight as to what kind of management related constraints you can foresee should your 
recommendations be implemented at work and how you would suggest to overcome these 
management related constraints). 
 
 

3 CONCLUSION 
3.1 Summary 

Typically, in this paragraph the research problem will be re-stated and a very brief overview 
of the problem solution will be provided.  
 

3.2 Value creation 
Typically, one would reflect in this section on what the value of having created a real mission 
statement by comparing it what was in place. Furthemore the examiners would be interested 
in the value created by means of identifying a future profit potential for your company.  
 

Note: We expect you to write a minimum of 14 and maximum of 20 A4-
pages in your case study (description, analysis, recommendation and 
implementation section). This is an integrated module examination 
hence the grade given for this assignment will determine your grade for 
module 2 ‘Entrepreneurship’.  Within the overall MBA, this grade will 
contribute with 11.25% to your final grade point average. 

 

Links to other courses 



                                                      
 
This is a fundamental course in the whole MBA programme. Without having an understanding of a 
clear strategic direction for an organisation, it is unlikely to be able to develop meaningful 
functional strategies in marketing, finance, HR, operations or IT.  


